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ABSTRAK  
The research aims to know the influences of personal selling and physical 
evidence to the satisfaction and its impact to the loyalty of the consumers (the 
survey of Serantau coffee’s consumers at Lombok sreet) either simultaneously or 
partially. The method used in this research is descriptive verification method with 
the samples of 100 respondents. The research instrument tests used are the 
reliability and validity test. The techniques of collecting data used in this research 
are (1) observing, (2) interviewing, and (3) distributing the questionnaires.  The 
methods of analyzing data used in this research are path analysis, determination 
analysis and hypothesis test. 
The result of the research shows that the first structure consists of the 
significant and positive influence between personal selling and physical evidence 
to the satisfaction of consumers. Simultaneously, there is 83.0% and over 17.0% 
is influenced by other unrelated variables. Partially, the amount of the influence of 
personal selling to the satisfaction of consumers is 35.6% and the influence of 
physical evidence to the satisfaction of consumers is 57.1%. The second structure 
also consists of the significant and positive influence between personal selling and 
physical evidence to the satisfaction of consumers. Simultaneously, the amount of 
its influence is 68.2% and over 38.1 is influenced by other unrelated variables. 
Partially, the amount of the influence of personal selling to the satisfaction of 
consumers is 0.180%, the influence of physical evidence to the satisfaction of 
consumers is 0.424% and the amount of the satisfaction and the loyalty of 
consumers is 25.3%. 
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